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Introduction
Sustainability labels 1 are becoming increasingly common on supermarket shelves. They often do not occur individually, but a considerable number of products are endowed with two or even more of them. The rationale behind this is that consumers might be willing to pay more for products with more labels than for those without any or with fewer labels, assigning value to each label individually and accumulating the associated information. However, the functionality of labels as instruments signaling valuable information may be limited. Some research indicates that consumers neither thoroughly trust labels nor fully understand them (Harper and Makatouni, 2002; Pedersen and Neergaard, 2006; Sirieix et al., 2013) . Closely connected to this, it is also questionable whether premiums for individual labels accumulate if several labels are presented together on a product. Studies dealing with this question regularly identify substitution and complementary effects between different labels, depending on consumer associations with these particular labels, as well as on other product attributes (Dufeu et al., 2014; Gracia et al., 2014; Onozaka and Mc Fadden, 2011 ). Yet, there are also findings supporting behavioral economic concepts like embedding or information overload effects and attitude-behavior gaps (Bougherara et al., 2007; Irwin and Spira, 1997; Jongmans et al., 2014) . The question to be answered in the current research is as follows: Are consumers willing to pay a premium for food products endowed with sustainability labels, and if so, does it vary with an increasing number of labels? Specifically, this paper considers how WTP develops if up to six sustainability labels are gradually added on a variety of products. Among the tested labels are five organic ones with a differing stringency of certification criteria. Additionally, a fair trade label is included in the analysis, so as to draw more precise conclusions concerning the adequacy of normative versus behavioral economic concepts. As the market for sustainable food products is among the most developed sustainable markets, and as food purchase frequency is generally high, this area is well suited to learning about consumer sensitivity to and perceptions of sustainability labels. Previous research in this area focusses mainly on individual or a small number of products. However, there might be patterns of valuation among consumers with regard to sustainable food products in general, or regarding broader product groups, which have not been elaborated so far. Extending the number of analyzed groceries used in other studies, ours considers 15 different products, the WTP for which is analyzed in an all-encompassing manner, as well as differentiated with regard to perishable, non-perishable, plant-based and animal products. Accordingly, our paper differs methodologically from previous studies not only in terms of the number of labels tested, but also with regard to the number of products. We introduce a relative measure of WTP called Aggregated Standardized Relative WTP (ASRWTP) which enables comparing different products. Concerning the experimental valuation methodology, we follow benchmark practices developed over the last 20 years (Alfnes and Rickertsen, 2011; Lusk and Shogren, 2007) . In order to control for as many factors as possible, the study is conducted as a laboratory experiment (Alfnes and Rickertsen, 2011; Guala, 2000) . Furthermore, the Becker-DeGroot-Marschak (BDM) mechanism (Becker et al., 1964 ) is chosen instead of hypothetical statements for revealing WTP, thus eradicating hypothetical bias. Besides motivating our participants by providing real economic incentives directly connected to their bid-3 ding behavior as it is standard with the BDM mechanism, we also introduce a conundrum in our experimental design. This is a question which obviously does not make sense and its detection is connected to additional monetary outcomes in the experiment. This design serves as an incentive for our participants to stay concentrated throughout the experiment.
Related literature
Sustainability labels are intended to serve as signaling instruments for sustainable product attributes. A significant amount of research analyses the effects of such labels on consumer product valuation. The basic findings can be summarized as follows. First, adding a label to a previously unlabeled productthat is, adding signals of one or more sustainability attribute(s) -usually enhances customer WTP (Costanigro et al., 2014; Loureiro et al., 2001) . Second, there are heterogeneous consumer segments when it comes to the valuation of sustainability labels (Kehlbacher et al., 2012; Loureiro et al., 2001; Loureiro et al., 2002; Loureiro and Lotade, 2005; Pelsmacker et al., 2005) . Third, overall product characteristics, like brand and taste, seem to influence the effects of individual sustainability labels (e.g. Bauer et al., 2013; Sörqvist et al., 2013) . Fourth, as labels are only imperfect sustainability signals, trust and knowledge appear to be relevant for the evaluation (Costanigro et al., 2014; Sirieix et al., 2013) . Above and beyond this, questions concerning the influence of the number and combination of individual labels arise, and the number of studies dealing with the effects of multilabeling is growing (e.g., Costanigro et al., 2014; Dufeu et al., 2014; Jongmans et al., 2014; Sirieix and Tagbata, 2008; Sirieix et al., 2013) . Theoretically, following a notion of magnitude variation raised by normative theory, if single sustainability labels yield a percentage increase on consumer WTP, more labels with additional sustainability information should yield an even greater effect. On the other hand, more labels signaling the same information would surely not increase consumer WTP (Fischhoff et al., 1993) . However, behavioral decision theory suggests that there may be counter-intuitive effects violating the rule of normative theory, one of which is called the "embedding effect". Until now, this phenomenon is found predominantly in contingent valuation studies. It characterizes situations in which the joint presentation of several labels signaling different information yields the same premium as a minor subset of the labels, because consumers only obtain utility from "sustainability" as such, but no additional value if there is "a higher degree of sustainability" (Einhorn and Hogarth, 1981; Fischhoff et al. 1993; Irwin and Spira, 1997; Jongmans et al., 2014; Kahneman and Knetsch, 1992) . In a like manner, the phenomenon of information overload induces similar results (i.e., premiums do not rise with an increasing number of labels). If the cost of processing additional information provided by another label is higher than the expected utility from internalizing it, consumers might disregard that extra information (Bougherara et al., 2007; Dufeu et al., 2014; Eppler and Mengis, 2008) . As a third anomaly of consumer behavior, divergences between attitudes and actual behavior, driven by a lack of environmental awareness, emotional involvement or locus of control, are regularly discovered (Irwin and Spira, 1997; Kollmuss and Agyeman, 2002; Luchs et al., 2010; Vermeir and Verbeke, 2006) . Bearing these phenomena in mind, interpreting empirical findings becomes precarious. Diving into raw research results, studies yield varying findings on the existence, direction and extent of the effect of multilabeling patterns on WTP. Sirieix and Tagbata (2008) tested WTP for organic and fair trade chocolate of 102 subjects in an experimental framework, using the BDM mechanism. They deduce that, compared to single labels, combining social and environmental labels on one product leads to a sub-additivity of WTP. Costanigro et al. (2014) , however, find, in their experimental auction of local and organic apples with 109 participants, that multiple labels induce a disproportionate increase in WTP if the visible information is combined with good taste (literally). Dufeu et al. (2014) compare contingent valuation with the BDM mechanism for eliciting WTP for honey with up to three quality, organic and 4 fair trade labels of 519 customers in online surveys and face-to-face-interviews. They show that generally, increasing the number of labels increases WTP. This relationship is relatively linear with contingent valuations, whereas the marginal increase in value decreases in the case of the BDM procedure. The current paper contributes to the abovementioned research on the interaction between an increasing number of sustainability labels as signals of sustainable product attributes and WTP and adds to the current state of the art in two respects. First, this study analyzes a broader variety of products than previous research. In addition to an overall analysis including all products, it also deploys nuanced analyses considering four groups: plant-based, animal, perishable and non-perishable products. This provides a departure from specific products, so as to elaborate whether there might be product-independent or product group specific valuation-patterns. Second, the number of labels is enhanced compared to other work, while the labels vary with regard to certification criteria, yielding a more precise map of labeling effects on WTP for sustainable products. The label-composition considered for the study at hand consists of five organic labels with different levels of certification strictness and one fair trade label.
Experimental design and procedure

Methodological setting
In terms of the methodological framework, this study is conducted as a laboratory experiment. Although laboratory experiments are criticized for their artificial environment, in the context of sustainability labels, at the current point of research, the method is appropriate, due to scientific results indicating many factors influencing WTP for sustainable products, some of which have not yet been fully identified and allocated (Kollmuss and Agyeman, 2002; van Huylenbroek et al., 2009 ). Consequently, controlling for as many influences as possible is important. Regarding the evaluation of bids for food products, in the context of sustainability, there is strong evidence of discrepancies between stated and actual behavior (Chang et al., 2009; Cummings et al., 1995; Irwin and Spira, 1997) . Thus, mechanisms using real economic incentives to measure homegrown WTP values should be preferred over methods eliciting hypothetical WTP (Alfnes and Rickertsen, 2011) . For eliciting WTP for sustainable products in the laboratory, various mechanisms are used in the literature. Common ones include forms of sealed bid nth-price auctions, such as the Vickrey auction for = 2 (Vickrey, 1961; e.g., used by Bernard et al., 2006; Bernard and Bernard, 2009; Bernard and He, 2010; Bernard and He, 2011; Costanigro et al., 2014) , as well as English auctions (e.g., Lusk et al., 2004) and the BDM mechanism (Becker et al., 1963; e.g., used by Dufeu et al., 2014; Sirieix and Tagbata, 2008; Wertenbroch and Skiera, 2002) . The latter has been shown to be well-suited for eliciting consumers' real WTP and to be close to actual shopping behavior (Alfnes and Rickertsen, 2011; Becker et al., 1964; Bohm et al., 1997; Guala, 2000) . Moreover, it is independent of the number of participants (Alfnes and Rickertsen, 2011) . Accordingly, and in line with related research conducted by Dufeu et al. (2014) , Shi et al. (2013) and Sirieix and Tagbata (2008) , the study at hand is based on a BDM laboratory experiment.
Product and label selection and treatment setup
To resemble real world purchasing decisions as well as customary product packaging as closely as possible, it was necessary to select (a) product types as well as, in the case of packaged food, (b) existing product brands prior to designing the final experimental layout. (a) The selection process of the tested products balanced perishable and non-perishable as well as animal and plant-based products. Products were chosen on the basis of an analysis of the Harmonized Index of Consumer Prices (HICP), in such a way that nine out of ten food product categories of the 5 HICP are represented by (at least) one of the products tested. 2 As a result, there were 15 products chosen (in customary sizes) ( Table 1) . (b) To resemble real world conditions closely, for the packaged goods, existing brands were chosen.
For the purpose of selecting brands, a preliminary online survey was conducted. This survey asked 166 respondents about their price assessment, their knowledge as well as their impression of and attitude towards several product brands for each of the selected packaged products. The repertory included both high-as well as medium-and low-end brands. Based on the results of this survey, for each of the packaged goods, a brand was chosen which most participants did not know and which was evaluated moderately in terms of appeal and price-level. These criteria were implemented to reduce potential bias due to knowledge, brand or market price effects, as previous studies show that these factors influence consumer decisions (Pelsmacker et al., 2005; Degeratu et al., 2000; Devinney et al., 2010; Muller and Ruffieux, 2011) . Besides the product-and brand-selection, another important step for preparing the experiment was to decide on the labels to be placed on the products. Concerning ecological issues, there are five thirdparty labels characterizing the German market for sustainable products: The European Union's organic logo ("Euro-leaf", EU), the German organic label ("Bio-Siegel", GER), the Bioland (BL) as well as the Naturland (NL) labels for organic agricultural production and Demeter (DM), a label for bio-dynamic agriculture. Additionally, as it is particularly suitable for testing complementary effects of different labels on WTP, a popular fair trade label (FT) was added to the collection of labels to be analyzed. In contrast to the other labels, the fair trade label predominantly represents altruistic aims, as the customer her-/himself does not benefit directly from higher salaries for producers. Organic labels, however, are often associated with private benefits, such as higher quality in general, higher nutritional value and less pesticides. Table 2 categorizes the depicted labels. For testing the effects of an increasing number of labels, the experiment deployed WTP for each product with different label combinations, as well as for an unlabeled product version of each grocery item. Because with six selected labels, the number of all possible label combinations is large 3 , it was not practical to test all potential combinations. As a consequence, we restrict our design to specific label combinations which allow for an analysis of the effects of a successively increasing information load on WTP. In order to depict these effects, the number of labels increases with each successive label combination. Besides the unlabeled product version, seven further product versions, differentiated by seven label combinations, were created. Accordingly, there are eight product versions (with = 6 0; 1; … ; 7) of each product, with = 0 representing the unlabeled product version. The order of added labels was based on three aspects: 1) Obligation: The EU label is obligatory for pre-packaged organic products in the European Union and thus has to be placed on all products following the European Union's standards for organic agriculture. Consequently, none of the other labels can be displayed without displaying the EU label. The EU label, hence, represents the first label combination ( = 1). 2) Public and private labeling schemes and strictness of certification criteria: The EU logo as well as the GER label refer to the European Union's statutory provisions of organic agriculture, thus, representing exactly the same aspects, whereas BL, NL and DM are awarded by private organizations defining their own standards. BL as well as NL labels require more stringent conditions than the EU as well as the GER label, and terms for the DM logo are even stricter. Accordingly, the combination of the GER and the EU label represents the second label combination ( = 2). For the third label to be added, both BL and NL qualify equally, as they define comparably strict (yet slightly different) criteria. Thus, two label combinations with three labels were designed ( = 3 and = 4), as well as a combination including both ( = 5). With both NL and BL labels, DM is added in the sixth label combination ( = 6), as it is the only organic label classified as "bio-dynamic", which represents the most stringent production standards. 3) Representation of sustainability aspects: As all the abovementioned labels focus primarily on ecological agriculture and are partly associated with private aims, the FT label expresses another dimension of sustainability, namely a social and altruistic one. This label is added in the seventh label combination for each product type ( = 7). The eight product versions (with = 0; 1; … ; 7) are presented in Table 3 . 4 Analogous to the approaches of Dufeu et al. (2014) , Jongmans et al. (2014) Larceneux et al. (2012) , Pelsmacker et al. (2005) and Sénéchal et al. (2014) , pictures of the selected groceries were presented during the experiment. To be able to generate eight product versions for each grocery, we needed to modify the product-pictures. We only sold those product versions that actually existed.
5 Apparently, with this design, not all labels are treated independently, so that it is not possible to make statements about the effect of individual labels, independent of the other labels. However, the design chosen here seems appropriate for testing a labeling effect as well as a multilabeling effect, focusing on the overall information-load a certain label combination delivers. Table 4 specifies, for each comparison between two product versions, whether switching from the lower version number to the higher product version should yield an increase in utility on the consumer side, following normative concepts. This holds if and only if the labels included in the higher version number signal complementary information compared to the labels of the lower version number. For example, the marginal utility from switching from version 1 to version 2 should be zero, as the two versions signal exactly the same information. However, all other versions differ with regard to the values presented, so that complementary effects can be expected. (2016) show that researchers and students consider selling mislabeled products objectionable, but that displaying manipulated product-pictures is regarded less objectionable.
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With 15 products and eight tested label combinations, there were 120 product-label combinations. In order to test them all, a crossover experimental design was chosen, so that the product-label combinations were allocated to eight treatment groups. Each product type was presented in only one version within each treatment group, except coffee, which occurred at the very beginning and the very end of the sequences in two different versions, so as to allow for manipulation checks. Consequently, participants had to conduct 16 evaluations. Among the treatment groups, the product versions differed, while the product-sequence was kept the same, so that groups are differentiated according to label combinations only. The product versions were allocated among the eight treatment groups in such a manner that in each group, for each of the eight label combinations, two products were presented. Table 5 depicts the specific product versions which were presented in the eight treatment groups. The numbers refer to the specific product version as defined by version codes in Table 3 . A value of 7 in Table 5 thus refers to = 7, which is the version with six labels. The order of the products displayed in the "products"-column represents the order of the products in all treatment groups. For example, treatment group 1 started with the presentation of ground coffee in the 0-label-version, continued with lemons in the 6-label version, and sunflower bread in the 1-label-version was presented third.
Procedure
The experiment took place at the Ostwestfalen-Lippe University of Applied Sciences in Lemgo, Germany, in spring 2015. 191 participants, mainly students, were recruited through online advertisements and invitations. Participants neither knew what the experiment was about nor had taken part in comparable tasks before. The laboratory procedure followed seven steps: First, after the participants took seats in front of separated and well divided computers, they were asked to start a short explanatory video, which described the experimental procedure and informed about the financial compensation for participation. This video described the procedure neutrally, so as to reduce social experimenter demand effects (see Zizzo (2010) for details about these effects). The video pointed out that answers would be kept anonymous to obviate bias induced by social desirability (Brown and Cohen, 2015) and that one of the presented products would be auctioned at the end of the experiment. The decision to sell only one product was important so as to ensure that participants' WTP did not decline towards zero with an increasing number of products shown, as they might be wary of buying too much or spending too much money. Participants did not know which product was selected until the experiment was over. Moreover, the video explained that there would be a conundrum included in the series of experimental questions and that each participant who identified the conundrum would obtain an additional random monetary premium. The conundrum is a question which did obviously not make sense and not fit into the series of questions asked. Attentive participants should easily spot it. To the best of our knowledge, we are the first to choose a conundrum to control for whether participants concentrate throughout the experiment. In a second step, the subjects were prompted to answer a short selftest to check whether they understood the BDM mechanism explained in the video. Third, a demographic and lifestyle questionnaire was to be answered and fourth, evaluation rounds started. The experiment was implemented in z-Tree (Fischbacher, 2007) . For each of the 16 product-label combinations, subjects had to type in their maximum WTP so that there were 16 experimental rounds per treatment. After typing in their WTP, subjects had to answer a series of questions concerning their attitudes towards the specific product and about their consumption habits in terms of the product type. Furthermore, they were asked for the average price they usually pay for a conventional version of the product in the marketplace. This value serves as an individual-specific reference market price for a conventional product version for calculating the relative WTP-premium as defined in the following Section 4. After the evaluation rounds were over, two further questionnaires had to be answered, which asked about shopping behavior, attitudes concerning sustainable products, knowledge and assessment of the specific labels. As a sixth step, one of the 15 products was announced as to be sold and a random price determined. In each group, a product was deliberately chosen which exists as presented during the experiment. To avoid participants anticipating the product for sale, each group received a different one. The price range was from one third of the actual market price to triple the market price. Following Bohm et al. (1997) , the participants were not informed about this price range to prevent upper bound adaptions of stated WTP. Finally, participants were paid individually. Those who bid at least as high as the random price received the product and were equipped with the starting capital (9 euros 6 ) minus the random product-price, plus a contingent premium (ranging from 0.50 to 2.50 euros) for identifying the conundrum correctly. The others received 9 euros plus the extra premium if they tagged the conundrum right.
Conceptualization of the dependent variable
As derived in Section 3.2, our paper differs from previous research particularly with respect to the number of labels and the number of products included in the study, allowing for an analysis which is independent of individual products. In order to conduct such an analysis, instead of absolute numbers, the research at hand measures WTP in terms of the percentage premium an individual is willing to pay for a certain food product version (as defined in Table 3 ), compared to the price he or she usually pays for a conventional version. This calculation corrects WTP by the subjectively estimated price for a standard product version and thereby controls for product differences and anchoring effects. Moreover, it controls for unobserved general heterogeneity in the valuation of specific food products within the sample. The procedure is in line with the findings of Muller and Ruffieux (2011) and Bernard and He (2010) , who show that WTP is biased by estimated and real market prices, as well as with the results from Shi et al. (2013) , who provide evidence of purchase intention influencing full WTP bids. Before being able to analyze the data, the stated absolute WTP thus has to be transformed into a relative measure, which we call Standardized Relative WTP (SRWTP). Equation (1) estimates the SRWTP which an individual is willing to pay for a certain product version of a specific grocery.
= ( − ) / (1) The bid is interpreted as the absolute WTP of a subject for a specific product version of a certain grocery item. The stated price is the market price for a conventional product version as estimated by the same individual, i.e. the price he or she usually pays for this kind of grocery. As with SRWTP, we now have a relative measure and are able to pool products in one variable in a second step. We call this pooled variable Aggregated SRWTP (ASRWTP), which depicts the distribution of SRWTP for a specific product version, aggregated among all product types. Consequently, 10 ASRWTP is a product-independent variable, displaying standardized percentage WTP-premiums or discounts for a certain product version, compared to the prices subjects usually pay in the marketplace. As far as we know we are the first to move away from individual products and to introduce ASRWTP as an independent measure.
Hypotheses
Paralleling descriptions in Section 2, studies predominantly support the view that labels increase WTP, compared to unlabeled products (Loureiro et al., 2001; Loureiro et al., 2002; Sirieix and Tagbata, 2008; Sörqvist et al., 2013) , raising the question of whether these results prove valid for the sample treated in this study. Accordingly, the first null hypothesis deals with the existence of a labeling effect.
H01: Labeling Effect: ASRWTP is not higher for labeled food products compared to unlabeled food products. Concerning products with more than one label, there are controversial theoretical concepts and empirical findings. In general, it appears decisive to determine whether normative concepts of magnitude variation represent real consumer decisions. According to this notion, if certain labels represent identical product attributes, the marginal effect of adding all these labels, compared to only one of them or a certain (strict) subset, should be zero (Dufeu et al., 2014) . The second null hypothesis is therefore:
H02: Substitution Effect: ASRWTP is not higher for food products labeled with more labels, compared to food products with fewer labels, if the added labels do not represent additional product values. However, for labels representing different sustainability attributes, i.e., certification criteria of varying strictness, standard random-utility models indicate that there may be complementary effects, leading to increasing WTP the more labels that are added (Dufeu et al., 2014) . Thus, the third null hypothesis is:
H03: Complementary Effect: ASRWTP is not higher for food products labeled with more labels, compared to food products with fewer labels, if the added labels do represent additional product values.
The three hypotheses focus on the effect of labels. However, our design includes various products from different product groups and there might be inter-group differences regarding WTP-premiums. Yet, it is an open question how WTP depends on the product group to which a certain grocery item belongs. Some evidence with regard to this question is delivered by Bernard and He (2011) , who analyze two pairs of fresh and processed foods and show that the latter have a higher substitutability among conventional, non-GM and organic product versions than fresh ones. However, fresh organic or non-GM products did not necessarily yield higher WTP than processed versions. To the best of our knowledge, there is no study which differentiates between non-perishable and perishable products, as well as between animal and plant-based products. Thus, as we do not have a testable hypothesis concerning inter-group differences, we formulate an Exploratory Research Question as follows:
Exploratory Research Question: Differences between four product groups Is there a difference in ASRWTP for one or more labels between non-perishable, perishable, animal and plant-based products?
Results
Concerning the sample characteristics of the 191 subjects taking part in the experiment, roughly 39% are female and 61% are male. The average age is 24 and most of the participants are neither married nor have children (93% each). More than three quarters of the sample completed secondary school, but only 7% have a Bachelor's degree. The sample is relatively homogenous concerning demographics, which is due to methodological and organizational factors, as laboratory experiments at universities regularly yield such groups. 87% of the participants shop for food at least once a month and 68% cook more than 4 times per month. Moreover, nearly all participants are neither vegan nor vegetarian (97%) and most frequently shop at supermarkets or discounters (ca. 90%), while the remaining subjects predominantly purchase food at local farmers' markets, wholefood or health shops. 62% of the respondents consider organic labels as important or even as very important. Regarding fair trade labels, 73% fall in this category. The percentage of participants who at times, regularly or exclusively buy organic is 43%, while the respective share is 38% for fair trade food products. 7 This pattern corresponds to the spread of subjects among categories of label-specific variables. More than half the respondents neither know well nor recognize the NL and DM labels, while most are familiar with the GER and the FT labels and notice them often when shopping. As organic and fair trade products available at supermarkets and discounters usually have these two well-known labels, but rarely conform to NL or DM standards, these distributions match the shopping habits of the sample as a whole. The EU as well as the BL label are vaguely known by most participants and noticed regularly, but not as often as the GER and the FT label. For the EU logo, this is surprising, as it is both common and obligatory for all pre-packaged organic products. A possible explanation is that the recognition of the EU label might be dominated by the GER label, which is regularly added to the EU label since it does not require fulfillment of additional regulatory criteria and is often placed at more popular positions on product packages. Due to its design containing the word "bio", the GER label can easier be associated with organic standards. In terms of label values, it is noteworthy that a considerable proportion of the sample associates all labels except the DM (which most participants do not know) and the FT label not only with environmental friendliness and being free of chemicals, but also with higher product quality, healthier food and higher food safety than conventional products. Accordingly, they might add WTP-premiums for these labels not only because of sustainability-concerns, but also because of expected health or taste benefits. For the FT label, associated values are mainly social, that is, supporting local farmers and fair working conditions. Table 3 , are given in parenthesis. e With 191 subjects tested and 16 WTP-statements of each participant, 2046 observations of absolute WTP for different product-label combinations were generated, after clearing up observations corresponding to participants who are constantly nonresponsive (as advised by Alfnes and Rickertsen (2011) ) and WTP corresponding to subjects who stated that they assume the market price for a conventional product version to be zero.
To investigate how the above described attitudes turn into WTP-premiums, we analyze our dependent variable ASRWTP. The descriptive results in Table 6 show that there are outliers in the sample, which induces us to focus our analysis on the more robust median rather than mean bids. Median ASRWTP varies across product versions, while it is zero for unlabeled products, as well as for product version 2 12 and product version 4. Median ASRWTP is highest for product version 7, indicating a willingness to pay a premium of 14.45% for products endowed with six labels. Above and beyond this first glance at the descriptive statistics, the two-sided non-parametric BrunnerMunzel Test (Brunner and Munzel, 2000) was performed to test the statistical significance of differences between ASRWTP for different label combinations. Using these test statistics, the distribution of ASRWTP for each label combination is compared to the ASRWTP of each other label combination. Results are shown in Table 7 . The generated p-values testify a significant difference between unlabeled and labeled products. However, there are no significant differences between any labeled products. Hence, H01 can be rejected, as all product versions with at least one label increase ASRWTP significantly, compared to unlabeled versions. Furthermore, the results suggest that for all label combinations, WTP is inelastic to the number of labels, independent of whether they provide complementary or substitute information. Thus, we cannot reject H02 and neither H03. Table 3 , are given in parenthesis. *** Significant at the 1% level; ** Significant at the 5% level.
The rationale behind this is as follows. Concerning H02, full substitution could be expected for the EU and the GER label. In fact, adding the GER label does not yield significantly higher bids, compared to the EU label only. Thus, it might be that these labels are considered substitutes. But even though the notion of the existence of substitution effects cannot be rejected, it is not capable of explaining all missing differences between the product versions. As soon as the sustainability attributes stated on the products do not solely contain naturally occurring correlations, consumers should value them separately, if their valuation follows normative principles (Irwin and Spira, 1997) . Accordingly and in contrast to H03, normative concepts would suggest adding a label which signals complementary information compared to the present labels would justify a WTP-premium if subjects know about the difference between the labels. In our case, most subjects state that the FT logo signals different values compared to the organic labels, but it does not motivate them to pay a significant premium. Assuming that this might be due to the altruistic nature of the fair trade values, comparisons among different certification-standards of the organic labels could provide further support for the non-existence of complementary effects. Comparing organic and bio-dynamic products, there is no difference between the 5-or the 6-label versions (both endowed with the DM label, indicating bio-dynamic production) and the other product versions, which signal less strict organic standards. Given that most subjects did not know the DM label, the lack of statistically significant differences in ASRWTP between the versions with only the EU and those which additionally include the BL label might provide insights. Both labels are familiar to many participants and relevant for purchase decisions, while a considerable number of subjects evaluates them as being non-uniform concerning the label category -which, in normative terms, could induce a WTPpremium. The absence of complementary effects is especially interesting, as there is evidence that in experiments, pro-social behavior is more accentuated than in the field (Benz and Meier, 2008) . Thus, regarding the label combinations chosen in this study, it is questionable whether subjects are willing to pay more for a higher degree of sustainability in the grocery store if they are not even willing to do so in the laboratory. It was shown above that according to the distribution test, we can reject the null hypothesis that bids are identical for unlabeled and labeled products, while we cannot reject the null hypothesis that bids are identical across labeled products, independent of the labels attached. In order to obtain a precise view of the drivers of the effects, Tobit models (Tobin, 1958) with Random Effects (RE) were tested. 8 As we collect 16 WTP-values from each individual in a sequence, our product-sequence completely captures the "time-effect", i.e. we can identify products with experimental rounds. In addition to the models for the whole product-sample, we also tested product-group-specific Tobit models in order to analyze whether there are differences in the valuation of labels depending on the type of product, and hence, to find an answer to our Exploratory Research Question. We tested two models for the whole sample and for each product group respectively, so as to differentiate a rather general label effect from label combination effects. The models in the style of Loureiro et al. (2013) are:
(a) "Label", describing a model which includes a dummy for labeled or non-labeled products;
where is the marginal WTP of the th subject for product , is a dummy indicating the existence of at least one label on the th product bid for by subject , is a vector including socio-demographic control variables, is the subject-specific, time-constant error term and the overall error term. 
where the label-dummy from the "Label" model is replaced by a vector including dummies for each product version . Definitions and summary statistics of the included independent variables are given in Table 8 . Model results are presented in Table 9 . Concerning the influence of demographics, knowledge and attitudes, all models agree that women and people who have a bachelor's degree yield a significantly higher ASRWTP than their respective counterparts. Additionally, the dummy indicating whether participants generally consider organic labels as important ("Organic_Imp") significantly and positively influences ASRWTP when the models are run based on the whole sample. Yet, knowledge of any label does not significantly influence ASRWTP. Differences in ASRWTP thus cannot be explained by a lack of familiarity with the labels. Concerning our hypotheses, the "Label"-models show that, for the whole sample as well as all product groups except animal-products, adding one or more label(s) significantly increases ASRWTP. Thus, the impression that labeled products yield significantly higher ASRWTP compared to unlabeled products is substantiated for three of the four product groups, while this effect is strongest among plant-based products, followed by non-perishable products. However, for animal products, no significant label effect is present in our data. This at least is surprising, as WTP for animal products might generally be considered more sensitive to labels than WTP for any other product group. The variables "KnowBL" and "FTLabelImp" are not included in the RE Tobit models due to multicollinearity.
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Considering the "Version"-models, by tendency, we find further support for this result. In this model, for the whole sample as well as for plant-based products, all version-dummies for ≥ 2 yield significantly higher ASRWTP compared to the 0-label version. However, within the group of animal-products, no label combination increases ASRWTP significantly, compared to a version without any labels. Moreover, for non-perishable and perishable products, three of the seven (versions 3, 6, 7) respectively two out of seven (versions 2, 5) label combinations yield a significant WTP-premium. This result cannot be explained by the hypothesis of magnitude variation raised by normative theory, as it does not provide any plausible explanation for the lack of significance of, for example, the dummy for version 3 of perishable products. Why should there be a higher premium for version 2 than for version 3, if version 3 includes the same labels as version 2 and even one additional label? Accordingly, the result could be classified as an anomaly in the valuation of food products. Following behavioral economic concepts, there are three explanations of the observed pattern. The phenomenon may be due to information-overload. However, the premiums attached for version 7 among non-perishable goods, for example, cannot be explained with this reasoning, as the information load is considerably higher for this version, compared to versions 2 and 4, which do not yield significant premiums. Another explanation may be that there is a lack of environmental awareness, emotional involvement or locus of control on the consumer side, thus indicating the existence of attitude-behavior gaps. If this were true, it is questionable whether there would be any premiums for labels at all.
A third reasoning behind the inelasticity of WTP to the number of labels might be that subjects' valuations could be prone to an embedding effect. This latter explanation seems likely, as premiums do not vary systematically and significantly between label combinations, and as knowledge of the labels does not significantly influence bids, indicating that it does not matter whether people are familiar with the labels or not. Rather, it seems as if people generally make use of a "label-heuristic", indicating that labels are good and valuable, but which does not allow for a differentiated evaluation of specific labels. Log Likelihood -2163. 3550 -2161.6340 -1140.1930 -1137.9960 -1068.1000 -1065.6740 -959.3918 -955.6944 -1260.6170 -1255.5560 i Standard errors are reported in parenthesis. The dependent variable is ASRWTP as defined in the text, i.e. it depicts the marginal WTP for a certain product version, compared to conventional products in the supermarket. *** Significant at the 1% level; *** Significant at the 5% level; * Significant at the 10% level.
Conclusion
Concerning the question of whether sustainability labels on groceries increase WTP compared to unlabeled products, this study provides answers in the affirmative. As the experimental results show that labels increase median WTP by up to 14.45%, they serve as instruments for signaling information which customers valuate positively. However, labels appear to be only imperfect signals, mobilizing rather broad heuristics instead of supporting differentiated decision-making. Accordingly, the specific type of sustainability information conveyed by different labels appears to be of minor importance, as respondents are insensitive to the number of labels, even if additional labels add new dimensions of label criteria and increase the level of certification strictness. It is noteworthy that this effect is independent of knowledge of the labels and cannot be explained by a lack of ability to discriminate between the labels. Accordingly, these results cannot be interpreted solely as substitution effects, but rather as anomalies in consumer valuation and are thus in line with behavioral decision theories. Likely, our participants are prone to an embedding effect, suggesting that they do not obtain a proportional utility increase from another label, but rather evaluate sustainability as an "all or nothing" concept. For future work, it would be interesting and useful to substantiate our findings and to extend the sample. Moreover, even though we aimed at providing a broad picture of the product-and label-landscape relevant for our participants, other labels, other products and other product brands might induce somewhat different results. The extrapolation of our findings to other populations, products and labels should therefore be treated with caution. Furthermore, our experimental design does not control for productordering effects by itself, and our RE Tobit model might not fully correct them. Finally, with regard to the repeated-measures design and the use of sustainability labels, learning-effects and social-desirability bias cannot be ruled out, although the crossover design includes a variety of mechanisms to reduce these problems.
